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AD Is lso MANAGEMENT'S ATTITUDE TOWARD ADVERTISING & MARKETING 
Pridastriay’ ctvertioers boost 1965 budgets. IM annual survey, Feb., p. 68. 


+The ultimate judgment: sales payoff on advertising, Febe, p.87. 
*Letter to a corporate treasurer on the value of advertising, Mare, p58. 
The ideal climate for advertising .. editorial, June, pe 55. 
What advertising needs. Report of talk at AIA Conference by a chief 
executive, formerly an ad manager, July, pe 73. 
Coordinating advertising: making 15 campaigns work as one for a multi- 
division company. AIA Conference, July, pe 77. 
*tDrain the sales lake! to prove advertising value. A statistical 
technique for determining the long-run value of a new sale, Auge, p. 68. 
*New type of chart helps pinpoint advertising needs for milti-product, 
multi-market company, Auge, Pel6. 


ADVERTISING ACCOUNTABILITY 
Learn to make advertising accountable or lose business, Britton tells 
Industrial Marketers of Detroit, Jans, pell9. 
Admen and publishers wrestle with accountability and auditing at hth 
annual business publication advertising seminar sponsored by ABP, ANA 
and hA'ts, May, pe 120. 


ADVERTISING AGENCIES 
AIA survey shows advertisers do use agencies for marketing services, 
Janey Pe 117. | 
Fit agency talents to company needs, agency man, Bowman Kreer says, 
Jane 9 Pe 139. 
Agency's 25=ft. mousetrap ami other promotions snare six chemical 
accounts in five weeks, Mare, pe 118. 
For more stable agency relationships .. editorial, Apr., pe 73-6 
What do you get for your agency dollar? Apre, Pe The 
What killed O'Rourke? The story behind the failure of John O'Rourke 
Advertising told by the agency head, Apr, pe 77. 
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ADVERTISING (Continued) 
*Agency compensation on industrial accounts, Apre, Pe 82. 
A dialogue in defense of the 15% commission, Apre, pe 86. 


Using your agency's untapped potential. Your agency may be able to handle 
everything from movies to sales training, Apre,y Pe 90. 

Agency presentations. A special section of advertisements for 10 agencies 
offering specialized industrial and business marketing services, Apr.e, pel0l. 
Who picks up the marketing marbles? Simlation exercise (Adplan) for execue 
tives includes selection of an advertising agency, May, p.108. 


Top management, not agency, source of ad problems, ANA study of agency= 
client relations reveals, June, pe 156. 


Can youragency afford its own library? Includes a basic list of 50 
reference books, Oct., pe. 121. 


How should you select an agency for a new acquisition? Nove, pe 27. 


ADVERTISING BUDGETS, see also ADVERTISING EXPENDITURES 
Ad budgets show sophistication (editorial), Feb., pe 67. 
Industrial advertisers boost 1965 budgets. IM annual survey, Febe, pe 68. - 
The new selling environment. In talk before McGraw-Hill measured marketing 


seminar, D.F. Gaines recommends increases in industrial ad budgets, Nov,, 
Pe 59. 


Eight practical tools for ad managers involved in budget administration, 
Dece, Pe 6bhe 


ADVERTISING AS A CAREER 
*The 1965 model industrial ad manager, June, Pe 56. 


ADVERTISING COSTS 
Ad costs will rise in 1966, according to Basford study, Nove, pe 163 


ADVERTISING CRITICISM 


Match wits with experts (Copy Chasers and 3 others) in this advertising 
quiz, July, pe 68. 


ADVERTISING DEPARTMENTS, see also ADVERTISING MANAGERS 


Booklet tsed to tell Nopco's management of advertising department's value, 
May, De 106. 


ADVERTISING VS. EDITORIAL 
Advertisers can learn from editors . . editorial, Nove, pe 73 


ADVERTISING EFFECTIVENESS, see also ADVERTISING ACCOUNTABILITY 
*The ultimate judgment: sales payoff on advertising, Feb., pe 87. 
Measuring ad impact with mail surveys, Mar., pe 61. 


ADVERTISING EXPENDITURES, see also ADVERTISING BUDGETS, ADVERTISING COSTS, 
ADVERTISING VOLUME 


ABP's lth annual tabulation of leading business paper advertisers, 
June, B. 75. 


ADVERTISING GOALS, see ADVERTISING OBJECTIVES 
® 


ADVERTISING MAN-OF -THE-YEAR 


“Human interest ads win Copy Chaser's ad man-of-the-year award for Borg 
Warner's Douglas Mueller, Jan., pe 66. 
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ADVERTISING MANAGERS 

How much are industrial advertising managers paid? May, pe 7h. 
Advertising pro or weak sister? Differences between industrial ad 
managers, May, pe 82. 

Industrial marketing's missing link. Adman tells where advertising 

hn etlag ay missing the boat in their dealings with top management, 
May, De 93. 

Ad manager syndrome. Two company presidents discuss ad managers* 
failures and frustrations, May, pe 8h. 

The 1965 model industrial ad manager, June, pe 56. 

To get good ads, pick the right admen and turn them loose. AIA Conference, 
July, Pe 156 

How can ad managers stop doing the purchasing agent's job? Dec., pe 26. 
Eight — tools for ad managers involved in budget administration, 
Dece, Pe Sh. 


ADVERTISING OBJECTIVES 
Wardell outlines Hyatt Bearing's research project to establish and 
attain ad goals, Mare, pe 157. 
Admen end "honeymoon! with ANA's DAGMAR at AMA conference, Auge, Pe 126. 


ADVERTISING RESEARCH, see also ADVERTISING EFFECTIVENESS, MEDIA RESEARCH, 
QUESTIONNAIRES , READERSHIP 

Measuring ad impact with mail surveys, Mare, pe 61. 

*tDrain the sales lake! to prove diivertising value. A statistical 
technique for determining the long-run value of a new sale, Auge, Pe 68 
But will they see my ad? Answer to question may be found in Basford's 
‘advertising exposure ratio! studies. Top IM Market Research Competition 
winner , AUges De 85. 

How much of your ad will a man remember? Silver medal winner in IM 
Market Research Competition measures prospects! retention of advertisers! 
name and message, Auge, Pe 89 

Allis-Chalmrs tests its petroleum ads - the hard way, Septe, pe 128. 
What drillers want in advertising. George E. Failing Co. finds out 
through study directed to buying influentials, Sept., Be 13k. 

What's wrong with advertising research? Report of the llth annual 
conference of the ARF, Nov., pe 11h. 

IARI forums discuss low-cost advertising research methods, Dec., p. 158. 


ADVERTISING STRATEGY 
How publicity digs out marketing information for Signalite and results 
in new advertising strategy, Mare, pe 726 
How Conoco licked the high-price problem by promoting to endeusers a 
product the customers themselves make, Mare, pe 106. 
Match a competitive sales point or go your own way, Apre, De 31. 
President-to-president mail holds Enjay's threatened market for 
synthetic butyl rubber, Apre, pe 136. 
21 of the best campaigns of 196. Winners in annual business publication 
advertising competition, May, pe 926 
Who picks up the marketing marbles? Simulation exercise (Adplan) probes 
executives! thinking as they set advertising and marketing strategy, 
May, De 108. 
AIA BestSeller Honor awards. Descriptionsof four campaigns, July, peSl. 
ATA BestSeller Merit award winners. Descriptions of five prize winning 
campaigns, July, pe 87. 
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ADVERTISING STRATEGY (continued) 
Promoting a new industry to create a new market for a transportation 
system (Southern Railway), July, pe 96. 
Paintings in ads and sales aids sell new warehouse facilities for 
Edgcomb Steel, Sept., pe. 78. 
What drillers want in advertising. George E. Failing Co. finds out 
through study directed to buying influentials, Septe, pe 13h. 

*Selling papermakers on a new chemical. Airco Chemical uses everything 
from a gimmicks to teaser ads to trade shows to launch product, 
Nove, Pe 02. 

“New product advertising is easy for Du Pont. Case history of advertising 
introduction! of Freon 502, Nove, De 88- 

Why American Plywood ads beat editorial matter in readership, Dece, p. 7he 


ADVERTISING VOLUME 

Monthly business paper ad volume, with figures for individual publi- 
cations: Jan., pe 1483 Febs, pe 1573 Mare, Pe 1943 Apres Pe 1963 

May, pe 1783 June, pe 188; July, pe 162; Augey Pe 1623 Septe, pe 20h3 
Octe,y Pe 1923 Nove, pe 1823; Dece, pe 17h. . 

AIA survey, seminar examine causes of January ad page slump, Mare, p. 151. 
+#BEDO tops $13 million in business press billings. IM's annual tabulation 
of business publication space placement, Apre, De 95e 

ABP study shows new high in business press ad volume, June, Pe 72. 


AGENCIES - for all references to Advertising Agencies, including client 
relations, contracts, selection, etc., see ADVERTISING AGENCIES 


ATA NEWSLETTER, see pages following index 


AIR REDUCTION CHEMICAL & CARBIDE CO. 
“Selling papermakers on a new chemical. Airco Chemical uses everything 
from give-away gimmicks to teaser ads to trade shows to launch product, 
Nove, Pe 82. 


ALLIS=CHALMERS MFG. CO. 
Allis-Chalrers tests its petroleum ads - the hard way, Septe, pe 128. 


AMERICAN BUSINESS PRESS 
Newly formed ABP gets down to business, Janey Pe 129. 
Babcock outlines plans and aims of new ABP, Feb., pe 126. 
Jesse H. Neal awards (ABP) presented to 2 business paper editors, 
Mare, Pe 16h. 
Merits of audience studies debated at ABP meeting, Mare, Pe 163. 
21 of the best ad campaigns of 196. Winners in annual business 
publication advertising competition, May, pe 92. 
Admen and publishers wrestle with accountability and auditing at 
lth annual business publication advertising seminar sponsored by 
ABP, ANA, and hA's, May, pe 120. 
—— progress mark new ABP's first annual spring meeting, May, 
Pe 1536 = 
ABP study show new high in business press ad volume, June, pe 72. 
ABP's lth annual tabulation of leading business paper advertisers, 
June, Pe 756 
Future needs of business press told at fall conference of the 
ABP, Nove, De 149. 


ili 





AMER ICAN DOCKBRIDGE 


Mobile demonstrator sells doubtful buyers of new loading ramp, 
Jane, Pe 106. 


AMERICAN MANAGEMENT ASSOCIATION 
Curriculum is outlined for ANA industrial ad management course, Octe, 
Pe 137. Other articles, Sept., pe 161; Nove, Pe 1393 Dece, pe 1436 


AMERICAN MARKETING ASSOCIATION 
AMA World Congress of Marketing learns what's wrong with marketing 
research, Auge, Pe 983 Septe, pe 100, 168. 
Admen end thoneymoon! with ANA's DAGMAR at AMA conference, Auge, De 126. 
Managing and motivating industrial salesmen. Report of talks at AMA 
World Congress of Marketing, Octe, pe 112. 
Belt-tightening under way at AMA, Oct., pe 151. 


AMERICAN PLYWOOD ASSOCIATION 
Why gad Plywood ads beat editorial matter in readership, Dec., 
Pe The 


AMERICAN SOCIETY OF BUSINESS EDITORS 
Hold inaugural meeting, Jane, pe 138. 


ANACONDA AMERICAN BRASS CO, 
Inserts help change buyers! attitudes and win AIA BestSeller Merit 
award, July, Pe 90. 


ANNIVERSARIES 


E.F. Houghton marks 100 years with newspaper reproductions, June, 
Pe 80. 


ANTUCK, ALEXANDER J. 
Educating your way out of a price bind. Price-fighting slashes profits, 
but U.S.I. brings out a new plastic product and educates customers to 
make them buy, June, pe 112. 


Ultra product, precise planning wins top AIA BestSeller award, July, 
Pe 80. 


AP PARTS CORP. : 
AP Part's ‘total attack! on competition through a program to help 
service station dealers beat their competition, Dec., p. 128. 


ART . 
Paintings in ads and sales aids sell new warehouse facilities for 
Edgcomb Steel, Sept., pe 78. 


ASSOCIATED BUSINESS PUBLICATIONS, see also AMERICAN BUSINESS PRESS 
Set up scholarship fund at Syracuse Univ. to honor Wm. K. Beard, 
Janes De 1296 


ASSOCIATION OF INDUSTRIAL ADVERTISERS, see also AJA NEWS (at the end 
of this index) 
We are happy to report the progress of AIA, Sid Bernstein says, 
May, Pe 133. 
Match wits with experts (Copy Chasers and 3 others) in this ad- 
vertising quis, July, p. 68. 
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ASSOCIATION OF INDUSTRIAL ADVERTISERS (continued) 
What advertising needs. Report of talk at AIA Conference by chief 
executive, formerly an ad manager, July, pe 736 
To get good ads, pick the right admen and turn them loose. AIA 
Conference, July, pe 756 
Coordinating advertising: making 15 campaigns work as one for a 
multi-division company. AIA Conference, July, pe 77. 
Ultra product, precise planning wins top AIA BestS,ller award, 
July, Pe 80. 
AIA BestSeller Honor awards. Descriptions of four campaigns, 
July, Pe Bh. 
ATA BestSeller Merit award winners. Descriptions of five prize 
winning campaigns, July, pe 87. 


ASSOCIATION OF NATIONAL ADVERTISERS 
Top management, not agency, source of ad problems, ANA study of 
agency-client relations reveals, June, p. 156. 
Admen end thoneymoon! with ANA's DAGMAR at AMA conference, Auge, Pe 126. 
ANA forum hears of new show audits, and of audit costs, Auge, Pe 140. 


ASSOCIATIONS, see TRADE ASSOCIATIONS 


AUDIO-VISUAL AIDS, see also FILMS 


+*New type of chart helps pinpoint advertising needs for multi-product, 
multi-market company, Auges De 76. 


AUDIT BUREAU OF CIRCULATIONS 
ABC audits a trade show . . editorial, May, pe 73. 
Two approaches to unit audits. ABC and BPA report progress, and first 
unit audit report is issued (Chilton's Marine Products), Septe, Pe 57 
Winds of change blow at ABC status quo. Business paper publisher 
Henderson discusses possible change of 70% paid qualification for 
membership, DeCe, De 926 


AUDITS 
Admen and publishers wrestle with accountability and auditing at lth 
annual business publication advertising seminar sponsored by ABP, ANA, 
and A's, May, pe 120. 
Show audits increasing, July, pe 7. 
ANA forum hears of new show audits, and of audit costs, Auge, Pe 140. 
Two approaches to unit audits. ABC and BPA report progress, and first 
unit audit report is issued (Chilton's Marine Products) Septey Pe 57e 
Winds of change blow at ABC status quo. Business paper publisher 
Henderson discusses possible change of 70% paid qualification for 
membership, Decey Pe 926 


AUTOCON INDUSTRIES INC. 
Customer-authors create Autocon publicity, Jan. pe 87. 


AUTOMATION, see also COMPUTERS ; 


No man at the throttle; ‘travelogue! movie of an engineerless train 
promotes automation for General Railway Signal, Jane, Pe 82. 
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AUTOMOTIVE MARKET 

Look abroad for auto growth, Decey Pe 21 

After the aftermarket (problems of auto scrappage), Dece, pe 49. 
Key market study of the automotive market. Four feature articias, 
plus valuable reference material, Dece, pe 109. 
*The high-speed auto market. Discusses the market as well as the 
original equipment market and the aftermarket, Dec., pe lll. 

AP Part's ‘total attack! on competition through a program to help 
service station dealers beat their competition, Dece, pe 128. 
“Where quality affects sales. Increasing emphasis on quality fn 
the end-product, is building pressure for higher reliability on 
the automotive industry's suppliers, Dece, pe 130. 

The growing pains of Canada's automakers, Dec., pe 132. 

Available automotive market data, Dec., pe 13h. 

Associations serving the automotive industry market, Dece, pe 138. 
Media analyzer for the automotive market. Basic data for 90 
publications serving the industry, Dec.e, pe 139 


AWARDS 

+Human interest ads win Copy Chaser's industrial ad man-of-the-year 
award for Borg Warner's Douglas Mueller, Jme, De 66. _ 

Jesse H. Neal awards (ABP) presented to 2 businesspaper editors, 
Mare, Pe 16h. \ 

21 of the best ad campaigns of 196. Winners in annual business 
publication advertising competition, May, pe 92. 

Ultra product, precise planning wins top AIA BestSeller award, 
July, Pe 80. | 

—— Honor awards. Descriptions of four campaigns, July, 
Pe e 

AIA BestSeller Merit award winners. Descriptions of five prize 
winning campaigns, July, pe 87. 

Winner of lst Annual IM Marketing Research Competition announced, 
Auge, Pe 84¢ Gold medal winner (Basford Inc.), Auge, pe 85. Silver 
medal winners (McGraw-Hill) Aug., pe 89, and (Dartmouth professor, 
Frederick E. Webster Jr.), Auge, De 926 

Copy Ghasers admire gyality of entries in Cleveland tf Club 
competition, Nove, pe 131. 

Industrial firms win 15 DMAA direct mail awards, Nov., pe 158. 

IM honors editors of 39 business publications in 27th annual 
Editorial Achievement Competition. List of winners, Dece, De 766 


BAIANCE OF PAYMENTS 
The balance of payments puzzle . . report of NICB meeting, July, pe 19. 


BASFORD INC. 


But will they see my ad? Answer to question may be found in Basford's 


*tadvertising exposure ratio! studies. Top IM Market Research Compe=- 
tition winner, Aug., Pe 85. 


Advertising costs will rise in 1966, according to Basford study, 
Nove, De 163. 


BATTENFELD CORP. OF AMERICA 
Offbeat approach sells German plastic processing machine for 
company headed by a woman, June, pe 119. 
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BIBLIOGRAPHIES 


Can your agency afford its own library? Includes a basic list 
of 50 reference books, Oct., pe 121. 


BLACK & DECKER MFG, CO, 


Introduce "Sawcats" with tiger=hunt contest and win AIA BestSeller 
Honor award, July, pe 85. 


BOOK REVIEWS 
at » Measurement and Marketing, edited by Peter Langhoff, Jan., 
Pe ° 
Corporate Planning Today for Tomorrow's World Market, published by 
Business International Corpe, Jane, pe 1h7. 
US. Deskbook of Facts & Statistics, 1964-1965 (paperbound version 
of — Abstract), distributed through Horizon Press, Jane, 
Pe « Te 
Libraries and Librarimship in Advertising, Marketing and Communi- 
cations Media, reprinted from Special Libraries journal, Jane, pe 117. 
Customer=Oriented Planning, by Robert W. Ferrell, Jan., pe 17. 
Passports and Profits,by Richard G. Lurie, Feb., pe 156. 
The Economic Environment of the Middle Sixties, published by the 
National Industrial Conference Board, Febe, pe 156. 
Research and Development in Industry, the seventh annual report of 
the National Science Foundation, Feb., pe 156. 
Legal Aspects of Marketing, by Mershall C. Howard, Feb., pe 156. 
Financing Foreign Operations, 196, published by Business Inter- 
national Corpe, Mare, pe 193. 
Decisions, Organization Planning and the Marketing Concept, Mar., 
Pe 193. 
Management of the Advertising Function, published by the Association 
of National Advertisers, Mare, Pe 193. 
1965 International Directory of Fairs & Exhibitions, published by 
Graphointer, Athens, Greece, Mare, Pe 193. 
Promotional Decision Making; Practice and Theory, by Luck and 
Robinson, Apres, Pe 1956 
The Product Manager*s Job, by Gordon H. Evans, Apres Pe 1956 
The Dartnell Collection of 250 Tested Sales Letters, published by 
the Dartnell Corpe, Aprey De 1956 
How to Measure and Evaluate Salesmen's Performance, by Wayland A. 

_Tonning, Apre, Pe 195. 

The Directory of Directors, published by the Financial Post, Apr., 
Pe 195. 
Investing, Licensing and Trading Conditions in 50 Countries, published 
by Business Internationa}, June, pe 195. 
Adventures in Export, by King and Marsh, June, pe 195. . 
Dynamic Mara gement in Marketing, by Alexander and Berg, June, pe 195. 
Selling the Soviet Market <= a Guide to Trading and Licensing, 
published by Business International, July, pe 161. 
International Marketing, by John Fayerweather, July, pe 161. 
The Five Great Problemsof Salesmen and How to Solve them, by Percy 
He Whiting, July, De 161. 
Marketing Education in the U.S., by David J. Luck, July, p. 161. 
Zip Code Handbook, published by Fitzsimmons Inc., Auge, Pe 1&0. 
Professional Salesman's Guide, by Ted Pollock, Augey Pe 160. 
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BOOK REVIEWS (continued) 

Experimentation in Marketing, by Seymour Banks, Septe, De 198. 

The — Process: An Introduction, by Mmley Howe Jones, Sept., 

Pe 198. 

Merketing Research Management, by Blankenship and Doyle, Septe, pe 198, 
1965 Verified Directory of Mm ufacturer's Representatives, published 

by Manufacturer's Agent Pubs Coe, Septe, De 199- 

Distribution in a High-Level Economy, by Cox, Goodman and Fichandler, 
Septe, De 200. 

1965 Directory of Marketing Research Houses and Services, published by 
the N.Y . Chapter, American Marketing Assn., Septe, Pe 200. 

Sales Analysis » Business Policy Study, # 113, published by the National 
Industrial Conf. Bde, Septe, Pe 202. 

Sales Management Theory & Practice, By Alexander and Mazze, Nove, pe 180. 
Leading Advertisers in Business Publications, published by American 
Business Press, Nove, pe 180. 

ag to American Business Directories, edited by Bernard Klein, Nov., 
Pe 180. 


The — Angles: How to do Successful Publicity, by Babette Hall, Nov., 
Pe 181. 


International Trade Handbook, edited by Leslie L. Lewis, Nove, pe 181. 


BORG WARNER CORP. 
+Human interest ads win Copy Chaser's ad man of-the-year for Douglas 
Mueller, Dir. of FR and Advertising, Jane, Pe 66. 


BOYD, ROBERT E. 


Teaching your salesmen why your product is better. How Yale & Towne 
does it, Mare, De 6h. 


BROWN, RW. 
Multi-product ads for a multi-division company? July, pe 79. 


BRUCKER ,ROGER W. 
Get ready for computerized marketing now, Febe, De he 

#'*Drain the sales lake* to prove advertising value. A statistical tech- 
nique for determining the long-run value of a new sale, Auge, pe 68. 


BRUSSEE, C. ROGER 
+How Whitin Machine Works merchandised a market forecast d the textile 
industry, Jane, De 90. 


BURSON, HAROLD 
International advertising: there as no such thing, Nov., pe 126. 


BUSINESS EQUIPMENT, see OFFICE EQUIPMENT. 
BUSINESS FORECASTS, see FORECASTS 


BUSINESS FORMS 
Winning customers by losing sales. Standard Register doesn't really 
lose sales when it tells business form customers to reduce paperwork, 
Septe, Pe 90. 





BUSINESS PAPERS, see also ADVERTISING VOLUME, MEDIA DATA 
Picking the cream of the media crop. Consider circulation, readership, 
editorial, advertising and markets information, Jane, De Sh. 
1965 will be record year for studying industrial ads. List of reader® 
ship studies planned in 1965, Jane, Pe 113. See also Nove, 1964, De Se 
Three Cleworth publications, and Printers’ Ink change hands, Feb., pe 130+ 
Do industrial advertisers want a detailed media study? Mare, Pe 27e 
Now is the time to make haste slowly . 4 editorial, Mare, pe 57. 
BEDO tops $13 million in business press billings. IM‘'s annual tabulation 
of business publication space placement, Apre, De 956 
Admen and publishers wrestle with accountability and auditing at lth 
annual business publication advertising seminar sponsored by ABP, ANA and 
MA's, May, pe 120, 
Business publication guide. Basic information on more than 200 U.S. and 
Canadian business publications, May, Section Two. 
ABP study shows new high in business press ad volume, June, Pe 72. 
ABPts ~~ tabulation of leading business paper advertisers, 
June, De 756 
Two approaches to unit audits. ABC and BPA report progress, and first 
unit audit report is issued. (Chilton's Marine Products), Septe, De 57 
h=color reOeP. VSe inserts in business publication ads, Septe, pe 83. 
Speakers attack business press' rate ad circulation battles at 
McGraw-Hill's 3rd arnual measured marketing seminar, Nove, pe 12h. 
Future needs of business press told at fall conference of the ABP, 
Nove, Pe 149. 
Ad costs will rise in 1966, according to Basford study, Nov., pe 163. 
202 business publications offer ad readership studies in 1966, Nov., 
Pe 1906 (Part 2; Janey 1966, Pe 13h). 
IM honors editors of 39 business publications in 27th annual Editorial’ 
Achievement Competition, List of winners, Dec., pe 76. 
Winds of change blow at ABC status quo. Business paper publisher 
Henderson discusses possible change of 70% paid qualification for 
membership, DeCe, Pe 926 


BUSINESS PUBLICATIONS AUDIT OF CIRCULATION 
Two approaches to unit audits. ABC and BPA report progress, and first 
unit audit report is issued (Chilton's Marine Products), Septe, De 576 


BUYING INFLUENCES, see PURCHAS ING 


CANADA 
Canada's growing chemical industry, Mare, De 129. 

* Canada's plastics industry: big market for the U.S., June, p. 128. 
Canada's expanding petroleum industry, Sept., pe 10. 
The growing pains of Canada's automakers, Dece, Pe 132. 


CAPITAL SPENDING 


Plant — and expandsion key to prosperity .. editorial, 

Janey Pe 6 e 

New capital spending record indicated by McGraw-Hill study, June, pe 150. 
Government figures point to 12% capital spending increase, July, pe 140. 
Overseas capital spending to hit $5.) billion in '65, Septe, pe 167. 





CARBORUNDUM CO. 


‘Horsing around! with Carborundum's computers. Computer experimen- 
tation is solving Carborundum's distribution problems, Aug., pe 6h. 


CAREER IN ADVERTISING, see ADVERTISING AS A CAREER 


CARPENTER STEEL CO. 
Carpenter Steel ad proves value of repeat insertions, Sept., pe 176. 


CASE HISTORIES 


Raymond Corp. takes full advantage of case histories, July, pe 10h. 


Why —_— Plywood ads beat editorial matter in readership, Dec., 
Pe The 


CATALOGS 
Confessions of a catalog collector. Finds he is despised in busiress, 
Jane, Pe The 


Which is better: full catalogs or individual product sheets? July, 
Pe 256 


More voices join catalog vs. product sheet debate, Auge, Pe 256 


CENSUS BUREAU 


New government statistics can locate markets and determine size and 
composition in detail. How to get this information and use it, Feb., 
De 77° 


CENTRAL AMERICA 
Development banls aid Central America, Apre, Pe 236 


CHAPOTIN, MARCEL C. 
A Frenchman defines 'marketing', Septe, pe 82. 


CHARTS 


*% New type of chart helps pinpoint advertising needs for multi-product, 
multi-market company, Auge, De 76. 


CHEMICAL MARKET 
The CPI (chemical processing industry) overseas: problems and promises, 
Mare, De 21. 

Special key market study on the chemical and CPI (chemical processing 
industry) market. Seven feature articles plus valuable reference 
material, Mar., pe 85. 

The zesty, testy chemical processiing industry - a market that is 
everywhere, Mar., p. 87. 

Outlook for production, sales and profits in the chemical processing 
industry, Mares De 9h. 

How Conoco licked the high-price problem by promoting to end-users 

a product the customers themselves make, Mare, De 106. 

M &T changes its name to match its chemical character, Mar., pe 113. 
Facts, facts, facts triple U. S. Stoneware's sales to chemical engineers, 
Mare, Pe i115. 

Agency's 24-ft. mousetrap and other promotions snare six chemical 
accounts in five weeks, Mare, p. 118, 


W-K-M's sales meeting by mail is easy way to tell salesmen about new 
CPI product, Mare, pe 123. 
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CHEMICAL MARKET (continued) 
Canada's growing chemical industry, Mare, pe 129 
Available chemical and CPI market data, Mare, pe 130. 
Associations serving the chemical and CPI market, Mare, pe 136. 
Media analyzer for the chemical and CPI market. List of 68 
publications in the field, Mare, pe 136. 


6IVIC ACTIVITY 
Does it pay to be a joiner? May, p. 80. 


CLARK, ERNEST C., JR. 
* New type of chart helps pinpoint advertising needs for multi-product, 
multi-market company, Auge, Pe 766 


CLEVELAND tf CLUB 


Copy Chasers admire quality of entries in Cleveland tf Club competition, 
Nove, Pe 131. 


COLGR 
* hecolor reOepe vs. inserts in business publication ads, Septe, pe 83. 


COMPANY NAME CHANGE 
M&f changes its name to match its chemical character, Mar., p. 113. 


COMPANY PUBLICATIONS 
Winning customers by losing sales. Standard Register doesn't really 
lose sales when it tells business form customers to reduce paperwork, 
* Septe,s De 90. 


COMPET IT ION 
Match a competitive sales point or go your own way, Apre, p. 31. 
New ways to check competitors! ads, Apre, Pe 556 
AP Part!s ttotal attack! on competition through a program to help 
service station dealers beat their competition, Dece, Ps 128. 


COMPUTERS, see also AUTOMATION 
Get ready for computerized marketing now, Febe,y De Ie 
'Horsing around! with Carborundum's computers. Computer experimen=- 
tation is solving Carborundum's distribution problems, Auge, Pe She 
How Globe automates inquiry-handling, Septe, pe 86. 


CONSENSUS 
Radio and television for industrial products? Febe, pe The 
What do you get for your agency dollar? Apre, pe The 
Does it pay to be a joiner? liay, pe 80. 
Publicity and pr: what they can and can't do, Dece, pe 67. 


CONSUMER PRODUCTS 
Consumer interest helps Du Pont sell Corfam shoes materia by 
training retail shoe salesmen, Octe, De 99s 


CONTESTS 
Teaching your salesman why your product’ is better. How Yale & Towne 
does it, Mare, Pe She 
'Guess=the-number! contest builds product awareness for Hatfield Wire 
& Cable Coey Nove, Pe 98. 
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CONTINENTAL OIL CO, 


How Conoco licked the high-price problem by promoting to end-users 
a product the customers themselves make, Mare, De 106. 


CONTINUITY IN ADVERTISING, see REPEAT ADVERTISING 


CONVENTIONS & MEETINGS 
Does it pay to be a joiner? May, pe 80. 


COOPERATIVE ADVERTISING 
What to do when distributors ask for co-op ad funds, Mare, Pe 70. 


COPY, see ADVERTISING STRATEGY, COPY CHASBRS, WHICH AD ATTRACTED MQRE 
READERS? 


COPY CHASERS 

* Human interest ads win Industrial Ad-Man-of-the-Year award for Borg 
Warner's Douglas Mueller, Jane, Pe 666 
Industrial advertisers discover power of all-copy ads, Febe, p. 115. 
The new look and the old in industrial advertising, Mar., pe lil. 
What about typography? Apr., Pe lhi7. 
Old ‘ailments! still afflict European ads, May, pe 135. 
Building ad interest can be a strain. Some industrial admen turn to 
the off-beat approach, June, pe 135. 
Match wits with experts in this advertising quiz (adapted from 
presentation at AIA Conference),July, pe 68. 
Dear Copy Chasers: please check this ad. IM readers send in ads for 
Copy Chasers? review, Augey De 109. 
Putting electronics ads on the griddle, Septe, pe 153. 
Copy Chasers pull a switch and comment mainly on ads they like,Oct., 
pe 127. 
Copy Chasers admire quality of ads in Cleveland tf Club contest, 
Nove, Pe 131. 
On brilliance (Celankse), dullness (Pittsburgh Plate Glass), and the 
‘glorious medal? (Computer Measurements Coe), Decey Pe 10l. 


CORPORATE IMAGE 


Product literature design strengthens Worthington'’s company image, 
Mare, Pe 156 3 


CROOKSTON, NARY EVALYN 


Can your agency afford its own library? Includes a basic list of 50 
reference books, Oct., p. l2l. 


CUSTOMER RELATIONS 
Customer-authors create Autocon publicity, Jane, pe 876 
How Conoco licked the high-price problem by promoting to end-users 
a product the customers themselves make, Mare, De 106. 
Meeting the 'two-headed' problem of price increases, May, De 128. 
If your customer can't do it, do it for them. W.R. Grace provides 
assistance to plastics fabricators, June, De 106. . 
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DEFENSE MARKET 


How the U.S. Defense market thinks and buys, Silver medal winner 
of IM Market Research Competition indicates need of better under- 
standing of value of marketing, Auge, Pe 92e 


DEF INIT IONS 
A Frenchman defines tmarketing', Septe, pe 82.6 


DE GARMO, JOHN 


Advertising pro or weak sister? Differences between industrial ad 
managers, May, pe 82. 


DeWOLF, JCHN W. 
But will they see my ad? Answer to question may be found in Basford's 


tadvertising exposure ratio! studies. Top IM Market Research Compe- 
tition winner, Auge, Pe 85. 


DILLETT, ROBERT M. 


Bare your marketing soul to keep sales alive. Lists six symptoms of 
marketing diseases, Apre, pe 89. 


DIRECT MAIL 
Monthly mailer sells present lines, prepares future sales, Febey po 966 
President=to-president mail holds Enjay's threatened market for syn- 
thetic butyl rubber, Apre, Pe 136. 
Mailers fire at postal officials for Zip Code rulings at DMAA 
circulation seminar, Apre, Pe 171. 
Direct mail sample kit draws interest of top shipbuilders for Nelson 
Stud Welding, July, pe 99e 
ga aaa direct mail practices surveyed by DMAA, 
Octe, De ° 
oe aac new study, "Pretesting Industrial Direct Mail", Octe, 
Pe e 
Don't get test-happy, DMAA direct mail seminar told by Edward N. 
Mayer , Octey Pe 165. 
Industrial firms win 15 DMAA direct mail awards, Nove, pe 158. 
Boosts distributor sales with 2 year 'college'. GE direct mail 
program sparks interest in old, unglamourous product, Dece, pe 82 
a industrial direct mail explaired at DMAA meeting, Dec., 
Pe 15h. 


DIRECT MAIL ADVERTISING ASSOCIATION 
Mailers fire at postal officials for Zip Code rulings at DMAA 
circulation seminar, Aprey Pe 171. 
Manufacturer-distributor direct mail practices surveyed by DMAA, 
Octe, De 1456 
Don't get test-happy, DMAA direct mail seminar told by Edward N. 
Mayer, Octe, pe 165. 
a industrial direct mail explained at DMAA meeting, Dece, 
Pe 15h. 
Industrial firms win 15 DMAA direct mail awards, Nove, Pe 158. 
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DISTRIBUTORS & DISTRIBUTION 
Distributor sales aid study reported by Industrial Distribution 
magazine, Janey De 132. 
What to do when distributors ask for co-op ad funds, Marey Pe 70. 
‘Sales map? sets Overhead Door's distributors on read to new sales, 
Apres Pe 122. 
Distributors ‘missing! 35% of their market, NIDA and SIDA convention 
told, July, pe 132. 
H ow can you find and hire good industrial distributors? Octe, pe 31. 
Manufacturer-distributor direct mail practices surveyed by DMAA, 
Octe, De 145. 

#* Marketing rescues new product flop for Microdot Ince, Nove, De 786 

* What do distributors want? . . editorial, Dece, De 63 
Boosts distributor sales with 2 year 'college*, GE direct mail program 
sparks interest in old, unglamourous product, Dece, Pe 826 
LeTourneau-Westinghouse enlists space reps in hunt for distributors , 
Dece,y De 1576 


DIX, ARTHUR H. 
Measuring ad impact with mail surveys, Mare, De 6le 


DoALL CO. 


16 movie projectors sell hard for DoAll Co., a machine tool manu- 
facturer, July, Pe 926 


DOLSON, ARDEN J. 
Making the most of inside salesmen, Octe pe 83. 


Consumer interest helps Du Pont of Canada sell Corfam shoe material 
by training retail shoe salesmen, Octe, De 99e 

* New product advertising is easy for Du Pont. Case history of adver= 
tising introduction of Freon 502, Nove, pe 88. 


DYSART, RICHARD E. 
Industrial marketing's missing link. Adman tells where advertising 
managers are missing the boat in their dealings with top management, 
May, Pe 83. 


EDDY, ROBERT H. 


Don't succumb to the questionnaire fad. Your recipients may be fed 
up, Mare, Pe 82. 


EDGCOMB STEEL OF NEW ENGLAND INC, 


Paintings in ads and sales aids sell new warehouse facilities for 
Edgcomb Steel, Septe pe 786 


EDITORIALLY SPEAK ING 
Plant modernization and expansion key to prosperity, Jane pe 65. 
Ad budgets show sophistication, Febe, De: 57 
Now is the time to make haste slowly, Mare, De 576 
For more stable agency relationships, Aprs, Pe 73-6 
ABC audits a trade show, May, pe 73. 
The ideal climate for advertising, June, pe 55 
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EDITORIALLY SPEAK ING (continued) 
Too many associations? July, pe 67. 
— unanswered questions on advertising objectives, Auge, 
e 9. 
Marketing research is an investment, Septe, De 75. 
A good time to think of exports, Oct., Pe 69. 
Advertisers can learn from editors, Nove, Pe 736 
* What do distributors want? Dec., pe 63. 


ELDRIDGE, ROBERT T. 
* New product advertising is easy for Du Ponte Case history of adver= 
tising introduction of Freon 502, Nove, pe 88. 


ELECTRONIC DATA PROCESSING, see COMPUTERS 


ELECTRONICS INDUSTRY 
Copy Chasers put electronics ads on the griddle, Sept., pe 153. 


ELECTRONIZED CHEMICALS CO. 
How Electronized Chemicals Corp. introduced a new product on & 
7 000 budget, Apres Pe 1h2. 


ENCYCLOPEDIA OF MARKETING 

* A plan to follow for better marketing, by O'Connor, Jane pe 766 

* Programmed instruction: its use in sales training, by Schiffman, 
Febs, De 82. 


ENJAY CHEMICAL CO, 
President=to=president mail holds Enjay's threatened market for 
synthetic butyl rubber, Apre, Pe 136.6 
Enjay uses advertising as marketing research and wins AIA Beste 
Seller Merit award, July, pe 87. 
Face-to-face sales meeting across 1,000 miles (Enjay Chemicalts 
use of Picturephone), Octe, Pe 91. 


EXHIBITS, see TRADE SHOWS & EXHIBITS 


EXPENSE ACCOUNTS 
Expense accounts: how to keep them true and honest, Septe, De 166 


GEORGE E. FAILING Co. 
What drillers want in advertising. George E. Failing Co. finds 
out through study directed to buying influentials, Sept., pe 13h. 


FARM MARKET 
Irrigating the farm market. Report of American Marketing Assn. 
agricultural session, Auge, pe hh. 


FASSON PRONUCTS DIVISION 
* Fasson's follow-through campaign makes a hit for new product. 
Strategy used in introduction of product to customers and end-= 
userS, NoVe; Pe 920 
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FILMS 
No man at the throttles; ‘travelogue! movie of an engineerless train | 
promotes automation for General Railway Signal, Jane, pe 82. 
Sales Tool (a humerous film) introduced with customer reaction 
attached, June, De 79. 
16 movie projectors sell hard for DoAll Co.,a machine tool manuface 
turer, July, Pe 926 


FLINDT, MRS. CONSTANZE 
Off=beat approach sells German plastic processing machine for com- 
pany headed by a woman, June, pe 119. 


FORECASTS 
Business equipment outlook rosy, Jane, pe 9. 

* How Whitin Machine Works merchandised a market forecast of the textile 
industry, Jane, Pe 90. 
NICB studies, other sources predict strong 1965 economy, Febe, Pe 136. 
Outlook for production, sales and profits in the chemical processi ng 
industry, Mare, Pe She 
NICB panelists see continued economic prosperity in 1965, May, De 155.6 
New _— spending record indicated by McGraw-Hill study, June, 
pe 150. 
Economists see soaring GNP but warn of tougher competition both here 
and abroad in talks before meetings of N\PA and NICB, July, p. 116. 
Overseas capital spending to hit $5.el; billion in '65, Septe, pe 167. 


FOREIGN TRADE, see also INTERNATIONA! MARKETING REPORT. CANADA 
Foreign traders (Natioml Foreign Trade Council) offer advice and 
warnings, Janey De 23, 138. 
How to sell successfully in international marketplace, Janey pe lO. 
Export aid for non-exporter (Commerce Dept. and Pan American World 
Airways workshop), Febe, Pe 21. 
Canada's plastics industry: big market for the U.S., June, De 128. 
The balance of payments puzzle . . report of NICB meeting, July, pe 19. 
Latest trends in U.S. overseas business activity reported by Booz, 
Allen, July, pe 13h. 
Use government resources to build exports, marketers told at Long 
Island Univ. workshop, July, pe 137. 
Canadats expanding petroleum industry, Septe, Pe 10. 
Overseas capital spending to hit $5.) billion in '65, Septe, De 167- 
A good time to think of exports . . editorial, Oct., pe 69. 
One company's world views E.F. Houghton holds meeting of worldwide 
distributors and affiliates, Nove, pe 21. 


GENERAL EIECTRIC CO, 
Rirborne display carries GE products to prospects, June, p. 70. 
Boosts distributor sales with 2 year ‘college’. GE direct mail 
program sparks interest in old, unglamourous product, DeCe, Pe 82. 


GENERAL RAI WAY SIGNAL CO. 
No man at the throttle; ‘travelogue’ movie of an engineerless 
train promotes automation to industry, Jane,pe 82. 
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GISSER, PHILIP 
* Taking the ‘chances! out of product introductions. Describes "PERT! 
technique used by U.S. Industrial Chemicals, May, pe 86. 


peg product, precise planning wins top AIA BestSeller award, July, 
Pe 50. 


GLOBE INDUSTRIES 
How Globe automates inquiry-handling, Sept., pe 86. 


GODSCHALK, H.J. 
What drillers want in advertising. George E. Failing Co. finds out 
through study directed to buying influentials, Sept., pe 13h. 


W.R. GRACE CO, 


If your customers can't do it, do it for them. W.R. Grace provides 
assistance to plastics fabricators, June, pe 106. 


GRANET CORP, 
Emphasis on safety sells Granet's Glo-Gluvs, Jane, p. lll. 


GROSS, RALPH C. 


Facts, facts, facts triple U.S. Stoneware's sales to chemical 
engineers, Mare, De 115. 


GURRANTEES, see WARRANTIES 


GUST IN-BACON MFG. CO. 
Gustin-Bacon learns a lesson in specialized marketing in search for 
new markets for a new product, June, pe 125.6 


HAMILTON, KSNNETH A. 
Using your agency's untapped potential. Your agency may be able to 
handle everything from movies to sales training, Apre, Pe 90. 


HAMILTON, R.L. 
To get good ads, pick the right admen and turn them loose. AIA 
Conference, July, pe 75. 


HANAN, MACK 
Who picks up the marketing marbles? Simulation exercise (Adplan) 
probes executives! thinking as they set advertising and mrketing 
strategy, May, pe 108. 
Should you use 'consumer-type' market research? Auge, Pe 80. 


HARNISCHFEGER CORP. 
Industrial Division winner of AIA BestSeller Honor award, July, pe 85. 


HATFIELD WIRE & CABLE CO. 
'Guess-the-number' contest builds product awareness, Nove, Pe 98-4 


HENDERSON, EDWARD L. 
Winds of change blow at ABC status quo. Business paper publisher 
Henderson discusses possible change of 70% paid qualification for 
membership, DeCey Pe 926 





HOBBS , WHIT 


Urges industrial admen to ‘stop being dull' in talk before AIA 
Conference, July, pe 127. 


J... HOLCOMB CO. 
Two-cent giveaway at trade show worth more tha face value, Janey De 93¢ 


E.F. HOUGHTON & CO. 


One company's world view. E.F. Houghton holds meeting of worldwide 
distributors and affiliates, Nove, pe 21. 


HOUSE ORGANS, see COMPANY PUBLICATIONS 


HUMPHREY , ROBERT 
#* Agency Compensation on industrial accounts, Apre Pe 82.6 


ILLINOIS TOOL WORKS 


Shakeproof Div. wins AIA BestSeller Merit award for new product cam- 
paign, July, Pe 88. 


INCOME, see SALARIES 


INDUSTRIAL ADVERTISING RESEARCH INSTITUTE 
Elect new officers, Janey De 123. 
IARI releases new study, "Pretesting Industrial Direct Mail", Oct., 
Pe 18. 


IARI forums discuss low-cost advertising research methods, Dece, 
Pe 158. 


INDUSTRIAL MARKETING (MAGAZINE) 

% — advertisers boost 1965 budgets. IM annual survey, Feb., 
Pe Be 

* BBDO tops $13 million in business press‘ billings. IM's annual 
tabulation of business publication space placement, Apre, Pe 95¢« 
Winners of lst annual IM Marketing Research Competition announced, 
Augesy Pe 8he Gold medal winner (Basford Ince), Augey Pe 85. Silver 
medal winners (McGraw-Hill), Auge, pe 89, and (Dartmouth professor, 
Frederick E. Webster Jr.), Augey Po 920 
IM honors editors of 39 business publications in 27th annual 
Editorial Achievement Competition. List winners, DeCey De 76.6 


INDUSTRIAL SALES EXECUTIVES FORUM 
How to sell successfully in international marketplace, Jane, pe 10h. 
Do industrial buyers really use value analysis? Febe, pe 106. 

What to do when distributors request co-op ad funds, Mar. pe 70. 

* Teaching time management to industrial salesmen, Apre, pe 130+ 
Meeting the 'two-headed! problem of price increases, May, pe 128. 
How to pull a veteran salesman out of a 'rut', June, pe 63. 

Should manufacturers! reps receive incentive awards? July, pe 112. 
Using sales volume to evaluate salesmen, Sept., p. 80. ‘ 
What are the best sales aids for industrial salesmen? Oct., pe 966 
Train your salesmen - but how and how many? Nove, pe 108, 


INDUSTRIAL SHOWS, see TRADE SHOWS & EXHIBITS. 
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INQUIRIES 
* Confessions of a catalog collector. Finds he is despised in business, 

Janes Pe The 
Help in handling ad inquiries. Descriptions of some of the companies 
that provide this service, Febe, De i7e 
Probing the vast unknown of non-responding inquiries. Pyle-National 
Coe surveys ‘dead prospects!, Mare, De 67. 
How Globe automates inquiry-handling, Sept., pe 86. 
Carpenter Steel ad proves value of repeat insertions, Septe, Pe 176. 
Study conducted by Symonds, Drimilla reveals relation between reader 
interest and inquiries, Octe, De 162¢ 

' # Fasson's follow-through campaign makes a hit for new product. Strategy 
used in introduction of product to customers and endeusers, Nove, Pe 92 
Why American Plywood ads beat editorial matter in readership, Dece, 
Pe The 


INSERTS, 
# hecolor reOePe VSe inserts in business publication ads, Septe, pe 83. 


INSTITUTIONAL MARKET 
Promoting a unique product advantage. Walton-March promotion of a 
new disposable plastic bag for waste containers, Febe, pe 108. 


INTERNATIONAL ADVERTISING, see also FOREIGN TRADE, INTERNATIONAL 
MARKETING REPORT 
Old marketing tools no longer adequate, Chicago World Trade Conference 
told, Apre, De 165.6 
Old — still afflict European ads, say Copy Chasers, May, 
Pe 135. 
International advertising: there is no such thing, Nove, Pe 126 


INTERNATIONAL MARKETING REPORT ‘ 
Foreign traders (National Foreign Trade Council) offer advice and 
warnings, Jane, Pe 236 
Export aid for non-exporters (Commerce Depte and Pan-American World 
Airways workshop), Febe, pe 21. 
The Chemical processing industry overseas: problems and promise, 
Mar. 9 Pe 2le 
Development banks aid Central America, Apres De 236 
U.S. investment and the payments deficit (report of talk by Commerce 
Secretary Connor), May, pe 236 
Size of world plastics market, June, Pe 21. 
The balance of payments puzzle, July, pe 19. 
An approach to foreign marketing (report of talk by Richard H. Holton), 
Augey Pe 19. 
Eastewest trade growing slowly (according to Leon Herman, Library of 
Congress specialist on Soviet Affairs) Septe, De 23¢ 
Japan: $3.5 billion market by 1970, oct., Pe 236 
One company's world view (E.F. Houghton), Nove, De 21. 
Look abroad for auto growth, Dece, pe 21. 


JAEGER, MARTIN B. 


Koehring's magic forma for coordinating advertising in a mlti- 
divisiion company, July, pe 77. 
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JAPAN 


Japan: $3.5 billion market by 1970, according to U.S. = Japan Trade 
Council, Oct., pe 23. 


‘ JORDAN VALVE DIVISION 
#* How Jordan found 50 good manufacturers! reps, Octe, Pe 109. 


KAISER CEMENT & GYPSUM CORP, 


Kaiser's technical data sells concrete and wins an AIA BestSeller 
Merit award, July, pe 89. 


KALIUM CHEMICALS. LTD. 


How a new company (Kalium Chemicals) made its mark. Four rules 
followed in selecting a trademark, Septe, pe 88. 


KEY MARKET STUDIES, see MARKET STUDIES 


KIERSTEAD, WILLIAM L. 


How Electronized Chemicals Corp. introduced a new product on a 
$7,000 budget, Apres De 142. 


KOEHRING CO. 
Koehring's magic formula for coordinating advertising in a multi- 
division company, July, Pe 77. 


KOLLINER, SIM A., JR. 
How much of your ad will a man remember? Silver medal winner in 
IM Market Research Competition measures prospects! retention of 
advertisers! name and message, Auge, De 89. 


KRAL, ROBERT 
How Globe automates inquiry-handling, Septe, pe 86. 


LACAZETTE, ALFRED J. 


How Conoco licked the high-price problem by promoting to end-users 
a product the customers themselves make, Mare, Pe 106. 


LATIN AMERICA 
Development banks aid Central America, Apre, Pe 236 


LAZO, HECTOR 

* Finding a key to success in new product failures. Postmortem 
studies show 8 reasons for failure, and 7 steps to success, NoVe, 
Pe The 


LEE, LAWREN E 


Guiding and controlling a small, scattered sales force (Sugar Beet 
Products Co.), Octe, pe 78. 


LE ROY, DONALD 
Allis-Chalmers tests its petroleum ads - the hard way, Sept., pe 128. 


LeTOURNEAU-WESTINGHOUSE CO. 
Enlist space reps in hunt for distributors, Dece, pe 157. 





LETTER WRITING, see SALES CORRESPONDENCE 


LIBRARIES 


Can your agency afford its own library? Includes a basic list of 
50 reference books, Octe, pe 121. 


New subject heading list available to AIA members for setting up 
marketing file, Octe, pe 138. 


LOCTITE CORP. 


Sell concept with comprehensive campaign and win AIA BestSeller 
Merit award, July, pe 90. 


LORTIE, EDWARD J. 
Launching a new idea with saturation education. Oak Mfg.'s 
'Moduline! switch is not so much a new product as it is a new 
coricept, Dece, Pe 70. 


LUNDGREN, L. WARREN 
Customer-authors create Autocon publicity, Jane, pe 87. 


M & T CHEMICALS INC. 
M &T changes its name to match its chemical character, Mar., pe 113. 


MANAGEMENT GAMES 


Who picks up the marketing marbles? Simulation exercise (Adplan) 
probes executives! thinking as they set advertising and marketing 
strategy, May, pe 108, 


MANAGEMENT'S ATTITUDE TOWARD ADVERTISING & MARKETING 

* Letter to a corporate treasurer on the value of advertising, 
Mare, De 58. 
A dialogue in defense of the 15% commission, Apre, Pe 86. 
Industrial marketing's missing link. Adman tells where advertising 
netic i missing the boat in their dealings with top management, 
May, Pe 036 
Booklet used to tell Nopco's management of ‘advertising department's: 
value, May, pe 106. | 
Joint ABP-AIA study of management’ attitude toward advertising pro- 
posed, July, pe 125. See also editorial, Auge, Pe 5% 


MANUFACTURERS? AGENTS 
Should manufacturers' reps receive incentive aards? July, p. 112. 
How can you get sales reps to sell low-price items? Sept., pe 27. 
* How Jordan found 50 good mamfacturers! reps, Oct., Pe 109. 


MARKET DATA 
Available chemical and CPI market data, Mare, pe 130. 
Available plastics market data, June, pe 131. 
1,064 sources for answers to questions about your industrial and 
business markets, Augey Pe 170. 
Available petroleum and gas market data, Sept., pe 13. 
Available automotive market data, Decey pe 13h. 


MARKET INFORMATION GUIDE, see MARKET DATA 





MARKET STUDIES . 
Special key market study on the chemical and CPI (chemical pro- 
cessing industry) market. Seven feature articles plus valuable 
reference material, Mar., pé 85. | 
Special key market study on the plastics market. Six articles, 
plus valuable reference material, June, pe 89. 
Key market study of the petroleum and gas market. Four feature 
articles, plus valuable reference material, Sept. pe. 109. 
Key market study of the automotive market. Four feature articles, 
plus valuable reference material, Dec.s, pe 109. 


MARKETING & MARKETING RESEARCH, see also MARKETING MILESTONES 

#A plan to follow for better marketing - the total marketing plan, 
Janey De 766 

* How Whitin Machine Works merchandised a market forecast of the 
textile industry, Jane, De %. 
AIA survey finds advertisers do use agencies for marketing sere 
vices, Jans, Pe 117. 
Get ready for computerized marketing now, Febe,y Pe Ihe 
Commerce Department input-output tables: tool for marketers, 
Mares De hl. 
Bare your marketing soul to keep sales alive. Lists six symptoms 
of marketing diseases, Apre, De 89e 
President-to-president mail holds Enjay's threatened market for 
synthetic butyl rubber, Apre, De 136. 
Taking the ‘chances! out of product introductions. Describes 'PERT! 
technique used by U.S. Industrial Chemicals, May, pe 86. 
Who picks up the marketing marbles? Simulation exercise (Adplan) 
probes executives! thinking as they set advertising and marketing 
strategy, May, Pe 108. 
Gustin-Bacon learns a lesson in specialized marketing in search for 
new markets for a new product, June, pe 125. 
Where to start on marketing research. 10 points form a minimum 
program for marketing research in an industrial company, Auge, De 60. 
tHorsing around! with Carborundum!s computers. Computer experimen= 
tation is solving Carborundum's distribution problems, Aug., Pe Oe 
'Drain the sales lake' to prove advertising value. A statistical 
baie age for determining the long-run value of a new sale, Aug., 
Pe e 
Seven essentials of a market research report, Augey De 736 
New type of chart helps pinpoint advertising needs for multi-product, 
multi-market company, Augey De 76. 
Should you use 'consumer-type! market research? Augey De 80. 
Winner of lst annual IM Marketing Research Competition announced, 
Augey Pe 84. Gold medal winner (Basford Inc.) Auge, pe 85- Silver 
medal winners (lMcGraw Hill), Auge, pe 89, and (Dartmouth professor, 
Frederick E, Webster Jre), Auge, De 926 
AMA World Congress of Marketing learns what's wrong with marketing 
research, Auge, Pe 983 Septe, Pe 100, 168, 
Market research is an investment » . editorial, Septe, De 756 
A Frenchman defines 'marketing', Sept.e, pe 82. 

* Marketing rescues‘new product flop for Microdot Inc., Nove, pe 78. 
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‘MARKETING MILESTONES (Monthly digest of trends and developments) 
Busiress equipment outlook rosy, Jame, De Ie 
Help in handling ad inquiries, Feb., pe 7. 
Input-output tables: tool for marketers (Nove 196 issue of Survey 
of Current Business), Mar., pe hil. 
New ways to check competitors! ads (bhsiness publication measurement 
services), Apre, Pe 55- 
Long distance phone; new marketing tool, May, pe 56 
Paperback books: an industrial sales aid, June, p. hl. 
Show audits increasing, July, pe 7. 
Irrigating the farm market, Auge, Pe lie 
Two approaches to unit audits (ABC and BPA), Septe, pe 57 
No sales plan equals no sale (Report of N.Y. Sales Executives 
Club workshop), Octe, Pe 53. 
The new selling environment (report of talk by Drummond F. Gaines 
at McGraw-Hill seminar), NoVe, De 59 
After the aftermarket (problems of auto scrappage), Lecey pe 9. 


MARKETING AS A PERCENTAGE OF SALES 
What percentage of gross sales should go to marketing? May, pe 376 


MARKETING PLANS 
* A plan to a for better marketing ~- the total marketing plan, 

Janey De 76. 
Bare your marketing soul to keep sales alive. Lists six symptoms 
of marketing diseases, Apre, pe 89 
Who picks up the marketing marbles? Simulation exercise (Adplan) 
probes executives! thinking as they set advertising and marketing 
strategy, May, pe 108. 


MAY, ROBERT C. 
* How to improve your sales correspondencee Gives many examples, 
Octe, Pe 86. 


MAYER, F. ROBERT 
How publicity digs out marketing information for Signalite and 
results in new advertising strategy, Mare, De 72 


McGRAW-HILL, Ince 
New capital spending record indicated by McGraw-Hill study, 
June, De 150. 
How much of your ad will a man remember? Silver medal winner in 
IM Market Research Competition measures prospects! retention of 
advertisers' name and message, Auge, Pe 89. 
Overseas capital spending to hit $5.) billion in '65, Septe, pe 167. 
New subject heading list available to AIA members for setting up 
marketing file, Oct., pe 138. 
The new selling environment. In falk before McGraw-Hill measured 
marketing seminar, D.F. Gaines recommends increases in industrial 
ad budgets, Nove, Pe 59. 
Speakers attack business press! rate and circulation battles at 
McGraw-Hill's 3d annual measured marketing seminar, Nove, De 12h. 


McNUTT, GEORGE C. 
A dhalogue in defense of the 15% commission, Apre, Pe 86. 
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MEDIA DATA 
Media analyzer for the chemical and CPI market. List of 68 
publications in the field, Mare, pe 136. 

* Business publication guiide. Basic information on more than 2,00 
U. S. and Canadian business publications, May, Section Two. 
Media analyzer for the plastics market. Basic information for 
22 publications serving the field, June, pe 133. 

Media analyzer for the petroleum and gas market. Basic data for 
86 publications serving the field, Sept., pe 148, 

Media analyzer for the automotive market. Basic data for 90 
publications serving the industry, Dec., Pe 139. 


MEDIA RESEARCH 
Do industrial advertisers want a detailed media study? Mar., De 27. 
Now is the time to make haste slowly . . editorial, Mar., pe 57. 
Merits of audience studies debated at ABP meeting, Mare, pe 163. 
New ways to checkscompetitors! ads, Apre, De 556 


MEDIA SELECTION 
Picking the cream of the media crope Consider circulation ’ 
— » editorial, advertising and markets information, 
anes De Sh. 
Radio and television for industrial products? Febe, pe. 7h. 


MEETING DATES 
Janey Pe 1373 Febs, pe 142; Mar., pe 188; Apre, pe 185; May, pe 16h; 
June, pe 1723 July, pe 1463 Auge, Pe 15h; Septe, pe 16h; Oct., pe 18h; 
Nove, Pe 166; DeCes Pe 171. 


MEETINGS, see CONVENTIONS & MEETINGS, TRADE ASSOCIATIONS, TRADE SHOWS 
& EXHIBITS, SALES MEETINGS 


MERCHANDISING 
Promoting a new industry to create a new market for a transportation 


system(Southern Railway), July, Pe 96. 
AP Part's ‘total attack* on competition through a program to help 
service station dealers beat their competition, Dece, pe 128. 


MERGERS 
How should you select an agency for a new acquisition? Nove, pe 276 


MICHALS, EDWARD A. 
Probing the vast unknown of non-responding inquiries. Pyle-National 
Co., surveys ‘dead prospects', Mare, pe 576 


MICRODOT INC, 
#* Marketing rescues new product flop for Microdot Ince, Nove, pe 78. 


MICROWAVE ASSOCIATES ~ 
Monthly mailer sells present lines, prepares future sales, Febe, 
De 966 


MORRILL, JGHN E. . 
#* The ultimate judgment: sales payoff on advertising, Febe, pe 87. 





MOTION PICTURES, see FILMS 


MUELLER, DOUGLAS 
* Human interest ads win Copy Chaser's ad man of-the-year award 
for Borg Warner's Dir. of PR and advertising, Jan., pe 66. 
Mr. Mueller's philosophy of industrial advertising, pe 70+ 


MULTI-DIVISION COMPANIES 
Coordinating advertising: making 15 campaigns work as one for 
a multi-division company. AIA Conference, July, p. 77. 


MULTI-PRODUCT COMPANIES 


* New type of chart helps pinpoint advertising needs for multi- 
product, multi-market company, Augey Pe 766 


MURRAY, LEO M,. 
Picking the cream of the media crope Consider ¢irculation, 
readership, editorial, advertising and markets Information, 
Han., Pe Bh. ss 


NATIONAL ASSN. OF PURCHASING AGENTS 


Economists see soaring GNP but warn of tougher competition both 
here and abroad, July, pe 116. 


NATIONAL BUSINESS PUBLICATIONS, see AMERICAN BUSINESS PRESS 


NATIONAL CASH REGISTER CO. 
Theatrical exhibit scores hit for NCR, May, pe 99. 


NATIONAL FOREIGN TRADE COUNCIL 
Foreign traders offer advice and warnings at annual meeting, 
Jane, Pe 235 138, 


NATIONAL INDUSTRIAL CONFERENCE BOARD 
The balance of payments puzzle . . report of NICB meeting, 
July, pe 19. 
Economists see soaring GNP but warn of tougher competition both 
here and abroad, July, pe 116. 
Market dedication is growth essential, Monsanto exec says at 
13th annual NICB marketing conference. Report of his talk, 
plus others, Dece, pe 152. 


NATIONAL INDUSTRIAL DISTRIBUTORS? ASSN, 
Distributors ‘missing? 35% of t: yr market, NIDA and SIDA 
convention told, July, pe 132. 

NEAL, JESSE H., AWARDS, see AMERICAN BUSINESS PRESS 

NELSON STUD WELDING DIVISION 
Direct mail sample kit draws interest of top shipbuilders 
for Nelson Std Welding, July, pe 99 


NEW BOOKS FOR MARKETING MEN, see BOOK REVIEWS 
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NEW COMPANIES 


How a new company (Kalium Chemicals) made its mark. Four 
rules followed in selecting a trademark, Septe, pe 88. 


NEW PRODUCTS 
Mobile demonstrator sells doubtful buyers on new American 
Dockbridge loading ramp, Janey Pe 106. 
Should you use salesmen to conduct product surveys? Febe, De 27e 
Promoting a unique product advantage. Walton-March promotion of 
a new disposable plastic bag for waste containers, Feb., pe 108. 
How Conoco licked the high-price problem by promoting to ende= 
users a product the customers themselves make, Mare, pe 106. 
W-K-M's sales meeting by mail is easy way to tell salesmen 
about new CPI product, Mare, p. 123. 
How Electronized Chemicals Vorpe introduced a new product on a 
$7,000 budget, Apre, De 12. 
Taking the ‘chances! out of product introductions. Describes 
'PERT! technique used by U.S. Industrial Chemicals, May, Pe 86. 
Educating your way out of a price bind. Price-fighting slashes 
profits, but U.S.I. brings out a new plastic product and educates 
customers to make them buy, June, p. 112. 
Gustin-Bacon learns a lesson in specialized marketing in search 
for new markets for a new product, June, pe 125.6 
Shakeproof Dive wins AIA BestSeller Merit award for new product 
campaign, July, p. 88. 
Seven essentials of a market research report, Augey Pe 736 
Finding a key to success in new product failures. Postmortem 
- show 8 reasons for failure,and 7 steps to success, Nove, 
Pe The 
* Marketing rescues new product flop for Microdot Inc., Nove, pe 78. 
* Selling papermakers on a new chemical. Airco Chemical uses every= 
thing from give-away gimmicks to teaser ads to trade shows to 
launch product, Nove, pe 82.6 
New products from old: short cuts to profits by re-designing 
your present ‘products, Nove, De 85 
New product advertising is easy for Du Pont. Case history of 
advertising introduction of Freon 502, Nov., pe 88. 
Fasson's follow-through campaign makes a hit for new producte 
Strategy used in introduction of product to customers and end= 
users, NoVey De 926 
Launching a new. idea with saturation education. Oak Mfge's 
*Moduline! switch is not so much a new product as it is a new 
concept, Decey De 70. 


NOPCO CHEMICAL CO. 
Booklet used to tell Nopco's management of advertising depart= 
ment's value, May, pe 106. 


NUSPLINGER, E.Se, JRe 
M & T changes its name to match its chemical character, Mare, pe 1136 


OAK MFG. CO. 
Launching a new. dea with saturation education. Oak Mfge's 
*Moduline! switch is not so much a new product as it is a new 
concept, Decey Pe 70. 





O'CONNOR, ROBERT M. 


* A plan to follow for better marketing = the total marketing plan, 
Janey Pe 766 


OFF=BEAT ADVERTISING 
Building ad interest can be a strain. Copy Chasers cast critical 
eye on industrial ads using off-beat approach, June, Pe 135. 


OFFICE EQUIPMENT 
Business equipment outlook rosy, Jan., De 9. 


OIL & GAS MARKET, see PETROLEUM & GAS MARKET 


O*tROURKE, JOHN J. 


What killed OfRourke? The story behind the failure of John O'Rourke 
Advertising told by the agency head, Apre,y De 77 


OVERHEAD DOOR CORP, 


Sales map! sets Overhead Door's distributors on road to new sales, 
Apres Pe 122. 


PACKAGING 


U.S. Industrial Chemical redesigns shipping bags to make identifi- 
cation easy, Dece, Pe 864 


PAPERBACK BOOKS 
Paperback books: an industrial sales aid, June, p. 1. 


PARKER, ROBERT S. 
Winning customers by losing sales. Standard Register doesn't 
really lose sales when it tells business form customers to 
reduce paperwork, Septe, Pe 90. 


PAULSEN, HOWARD G. 


* Letter to a corporate treasurer on the value of advertising, 
Mare, Pe 58. 


PERCENTAGE OF SALES TO ADVERTISING 
What percentage of gross sales should go to marketing? May, De 37« 


PETROLEUM & GAS MARKET 
A primer on the petroleum industry, Septe, pe lll. 
Key market study of the petroleum and gas market. Four feature 
articles, plus valuable reference material, Septe, De 109. 
Allis-Chalmers tests its petroleum ads - the hard way, Septe, pe 128. 
What drillers want in advertising. George E. Failing Coe finds out 
through study directed to buying influentials, Sept., pe 13h. 
Canada's expanding petroleum industry, Septe, pe 110. 
Available petroleum and gas market data, Sept., pe 113. 
Association serving the petroleum and gas market, Septe, Pe 117. 
Media analyzer for the petroleum and gas market. Basic data for 
86 publications serving the field, Septe, pe 148. 
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PFEIFER, G.H. 


Marketing council gets ads on track for a multi-division company, 
Rex Chainbelt, July, pe 77. 


PICTUREPHONE 
Face-to-face sales meeting across 1,000 miles (Enjay Chemical's 
use of Picturephone), Octe, De 91. 


PLASTICS MARKET 

Size of world plastics market, June, Pe 21. 
Special key market study on the plastics market. Six articles, 
plus valuable reference material, June, pe 89. 

* Plastics: a growth market that won't stop, June, Pe 91. 
If your customers can't do it, do it for them. W.R. Grace 
provides assistance to plastics fabricators, June, p. 106. 
Educating your way out of a price bind. Price-fighting slashes 
profits, but U.S.I. brings out a new plastic product and educates 
customers to make them buy, June, pe 112. 
Off-beat approach sells German plastic processing machine for 
company headed by a woman, June, pe 119. 
Gustin-Bacon learns a lesson in specialized marketing in search 
for new markets for a new product, June, pe 125-6 

% Canada's plastics industry: big market for the U.S., June, pe 128. 
Available plastics market data, June, pe 131. 
Associations serving the plastics industry, June, p. 133. 
Media analyzer for the plastics market. Basic information for 22 
publications serving the field, June, pe 133. 


PLATEK, HENRY H. 
* hecolor reOepe VSe inserts in business publication ads, Sept., pe 83. 


PRESS RELATIONS, see PUBLICITY 


PRICING 
Meeting the 'two-headed! problem of price increases, May, Pe 128. 


PROBLEMS IN INDUSTRIAL MARKETING 
How can you decide between internal and external pr? Jane, pe29e 
Should you use salesmen to conduct product surveys? Febe, De 27. 
Do industrial advertisers want a detailed media study? Mare, De 27+ 
Match a competitive sales point or go your own way? Apre, Pe 31. 
What percentage of gross sales should go to marketing? May, pe 376 
Can you build a fair incentive system for inside salesmen, June, Pe 27. 
Which is better: full catalogs or individual product sheets? July, p. 25. 
More voices join catalog vs. product sheet debate, Augey Pe 256 
How can you get sales reps to sell low-price items? Sept. De 276 
How can you find and hire good industrial distributors? Octe, pe 31. 
How to select an agency for an acquired company, Nove, Pe 27e 
How can ad managers stop doing the purchasing agents job? Dece, Pe 26. 


PRODUCT LITERATURE, see SALES LITERATURE, SALES AIDS, CATALOGS 


PRODUCT SURVEYS 
Should you use salesmen to conduct product surveys? Febe, De 27e 
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PROGRAMMED INSTRUCTION, see TEACHING NACHINES 


PUBLIC RELATIONS, see also CORPORATE IMAGE, CUSTOMER RELATIONS, PUBLICITY 
How can you decide between internal and external pr? Janey Pe 29 
Publicity and PR: what they can and can't do, Dece, De 670 


PUBLICITY, see also PUBLIC RELATIONS 
Customer-authors create Autocon publicity, Jane pe 87.6 
Busy editors, respond to Hartman Engineering's press party kit 
sent by mail, Jane, De 99e 
How publicity digs out marketing information for Signalite and 
results in new advertising strategy, Mare, Pe 726 
Publicity and PR: what they can and can't do, Dece, pe 57.6 


PURCHASING 
Confessions of a catalog collector. Finds he is despised in 
business, Jane, Pe The 
Do industrial buyers really use value analysis? Febse, De 1066 
How can ad managers stop doing the purchasing agent's job? Decey pe 266 


PYLE-NATIONAL CO. 


Probing the vast unknown of non-responding inquiries. Pyle-National 
Coe surveys 'dead prospects!, Mar., pe 67.6 


QUAL ITY 

* Where quality affects sales. Increasing emphasis on quality in 
the end=product, is building pressure for higher reliability on 
the automotive industry's suppliers, Dec., De 130. 


QUESTIONNAIRES 
Don't succumb to the questionnaire fad. Your recipients may be 
fed UP» Mares Pe 82. 
Allis-—Chalmers tests its petroleum ads - the hard way, Septe, pe 128. 


RADIO 
Radio and television for industrial products? Febey Pe The 


RATLROADS 


Promoting a new industry to create a new market for a transportation 
system (Southern Railway), July, pe 966 


READERSHIP, see also WHICH AD ATTRACTED MORE READERS? 
1965 will be record year for studying industrial ads. List of reader= 
ship studies planned in 1965, Jane, Pe 113. See also Nove, 196h, pe 956 
But will they see my ad? Answer to question may be found in Basford's 
tadvertising exposure ratio! studies. Top IM Market Research Competition 
winner, Auge, Pe 85. 
How much of your ad will a man remember? Silver medal winner in IM 
Market Research Competition measures prospects! retention of adver- 
tisers' name and message, Augey Pe 89. 
Study conducted by Symonds, Drimilla reveals relation between reader 
interest and inquiries, Octe, pe 162. 
202 business publications offer ad readership studies in 1966, 
NoVe, De 190. (Part 2, Janey 1966, Pe 13h). 
Why American Plywood ads beat editorial matter in readership, Dec., pe The 


-30< 





RELIANCE ELECTRIC & ENGINEFRING CO. 


Sales tool (a humorous film) introduced with customer reaction 
attached, June, pe 79 


REPEAT ADVERTIS ING 
Carpenter Steel ad proves value of repeat insertions, Septe, De 176. 
— Plywood ads beat editorial matter in readership, Dece, 
Pe The aa 


RESEARCH, see ADVERTISING RESEARCH, MEDIA RESEARCH, READERSHIP 


RICHCREEK, KENNETH M. 
AP Part!s ttotal attack! on competition through a program to 
help service station dealers beat their competition, Dec., pe 128. 


ROMANO, ARMOND 
Confessions of a catalog collector. Finds he is despised in 
business, Jane, pe The 


ROSBERG, J. ‘WESLEY 

1965 will be a record year for studying industrial ads. List of 
readership studies planned in 1965, Jane, pe 113. See also Nove, 
196), Pe 956 
Where to start on marketing research. 10 points form a minimum 
program for marketing research in an industrial company, Auge, Pe 60. 

# 202 business publications offer ad readership studies in 1966, Nov., 
pe. 190. (Part 2, Jan., 1966, p. 13). 


SAFETY 
Emphasis on safety sells Granet's Glo-Gluvs, Jane, pe lil. 


SALARIES 
stow much are industrial advertising managers paid? May, Pe The 


SALES AIDS, see also SALES LITERATURE, SALES CORRESPONDENCE 
Distributor sales aid study reported by Industrial Distribution 
magazine, Janey De 1326 
Sales tool (a humorous film) introduced with customer reaction 
attached, June, De 79. 

Paintings in ads and sales aids sell new warehouse facilities for 
Edgcomb Steel, Septe, pe 78. 

How to manufacture real selling ammnition. Step-by-step directions 
for writing a 'sales guide', Octe, De 92e 

What are the best sales aids for industrial salesmen? Octe, De 96. 


SALES COMTESTS, see CONTESTS 
SALES CORRESPONDENCE 
How every salesman can send selling letters (describes Fremont 
Industries! ‘Silent Salesman Letter Kit', Auge, pe 106. 
# How to improve your sales correspondence, Gives many examples, 
Bete, Pe 86, 





SALES DEMONSTRATIONS, see also SAMPLING 
Mobile demonstrator sells doubtful buyers on new American Dockbridge 
loading ramp, Janey Pe 106, 
Airborne display carries GE products to prospects, June, Pe 70. 
164 movie projectors sell hard for DoAll Co., a machine manufacturer, 
July, Pe 92 
Promoting a new industry to create a new market for a transportation 
system (Southern Railway), July, pe 966 


SALES EXECUTIVES FORUM, see INDUSTRIAL SALES EXECUTIVES FORUM 


SALES INCENTIVES 
Can you build a fair incentive system for inside salesmen? June, 
> Pe 276 
Should manufacturers! reps receive incentive awards? July, pe 112, 


SALES LITERATURE, see also AUDIO-VISUAL AIDS, CATALOGS, COMPANY 
PUBLICATIONS , SALES AIDS 
Product ee design strengthens Worthington's company image, 
Mares De 75e 
Facts, facts, facts triple U.S. Stoneware's sales to chemical 
ehgineers, Mare, pe 115. 
Which is better:full catalogs: or individual product sheets? July, 
De 256 . 
More voices join catalog vs. product sheet debate, Augey De 256 


SALES HANAGEMENT, see also INDUSTRIAL SALES EXECUTIVES FORUM 
Sales map! sets Overhead Door's distributors on road to new sales, 
Apres Pe 122. 
Meeting the 'two-headed! problem of price increases, May, pe 128 
Can you build a fair incentive system for inside salesmen? 
June, De 276 
How to pull a veteran salesman out of a 'rut', June, pe 63. 
*'Drain the sales lake' to prove advertising value. A statistical 
technique for determining the long-run value of a new sales, 
Augey Pe 68. 
How can you get sales reps to sell low-price items? Sept., De 27. 
Expense accounts: how to keep them true and honest, Septe, De 766 
Using sales volume to evaluate salesmen, Septe, pe 80. 
How can you find and hire good industrial distributors? Octe, De 31. 
* How to recruit good salesmen, Lists traits to look for and do's 
and dont's of using aptitude tests, Octe, De 70. 
Guiding and controlling a small, scattered sales force (Sugar Beet 
Products Coe), Octe, De 78 
Making the most of inside salesmeny Octe, pe 83. 
* How Jordan found 50 good manufacturers! reps, Octe, Pe 109. 
Managing and motivating industrial salesmen. Report of talks at 
AMA World Congress of Marketing, Octe, pe 112. 


SALES MANUALS, see SALES AIDS 

SALES MEETINGS 
W-K-M%s sales meeting by mail is easy way to tell salesmen about 
new CPI product, Mare, pe 123. 





SALES MEETINGS (continued) 


Face-to-face sales meeting across 1,000 miles (Enjay Chemical's 
use of Picturephone), Octe, De 91. 


SALES PROMOTION, see also FILMS, SALES AIDS, SALES LITERATURE, SALES 
PROMOTION IDEAS 
Emphasis on safety sells Granet's Glo-Gluvs, Jane, pe lil. 
Paperback books: an industrial sales aid, June, pe jl. 
Airborne display carries GE products to prospects, June, De 70. 
16, movie projectors sell hard for DoAll Coe, a machine manufac- 
turer, July, De 92. 

* Selling papermakers on a new chemical. Airco Chemical uses every= 
thing from give-away gimmicks to teaser ads to trade shows to launch 
product , NOVey De 82, 

* New product advertising is easy for Du Pont. Case history of 
advertising introduction of Freon 502, Nove, pe 88. 

* Fasson's follow-through campaign makes a hit for new product. 
Strategy used in introduction of product to customers and end-users, 
NOVey Pe 920 
Launching a new idea with saturation education. Oak Mfge's 
*Moduline! switch is not so much a new product as it is a new cone 
cept, DeCey Po 70. 


SALES PROMOTION IDEAS 
Two-cent giveaway worth more than face value (J.I. Holcomb Co.) 
Janey Pe 936 ' 
Monthly mailer sells present lines, prepares future sales 
(Microwave Associates), Febe, De 966 
Product literature design strengthens Worthington Corp. image, 
Mare, De 756 
'Map' sets Overhead Door distributors on road to new sales, Apre, 
Pe 122. 
Theatrical exhibit scores trade show hit for National Cash Register, 
Mayy Pe 99 
Sales tool (a humorous film) introduced by Reliance Electric with 
customer reaction attached, June, pe 79 
Direct mail sample kit draws interest of top shipbuilders for 
Nelson Study Welding, July, pe 99. 
How every salesman can send selling letters (describes Fremont 
Industries' Silent Salesman Letter Kit), Auge, De 106. 
Toy truck delivers new market for Westinghouse Air Conditioning 
Dives Septe, pe. 936 
Consumer interest helps Du Pont sell Corfam shoe material, Oct., 
Pe Ie 
tGuess=-the-number contest builds product awareness for Hatfield 
Wire & Cable, Nove, pe 98 
Boosts distributor sales with 2 year ‘college’. GE direct mail 
program sparks interest in old, unglamourous product, Dece, pe 826 


SALES RECRUITING 


* How to recruit good salesmen. Lists traits to look for and do's 
and dont's of using aptitude tests, Oct., pe 70. 


SALES REPRESENTATIVES, see MANUFACTURERS? AGENTS 
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SALES TRAINING 

* Programmed instruction: its use in sales training. Lists 
companies using technique, plus a bibliography, Feb., pe 82. 
Teaching your salesman why your product is better. How Yale 
& Towne does it, Mar., pe Sh. 
New educational do-it-yourself sales training technique developed 
for Extremultus Inc. for distributor sales personnel, July, pe 101. 
How to manufacture real selling ammunition. Step-by-step directions 
for writing a ‘sales guide', Oct., De 92. 
Consumer interest helps Du Pont sell Corfam shoe material by 
training retail shoe salesmen, Octe, pe 99 
Train your salesmen = but how and how much? Nove, pe 108. 


SALESMANSHIP, see also SALES MANAGEMENT, SALES TRAINING, SELLING 
Should you use salesmen to conduct product surveys? Febe, Pe 276 
Teaching your salesmen why your product is better. How Yale 
& Tome does it, Mare, pe 6h. 

* Teaching time management to industrial salesmen, Apre, Pe 130. 
How to pull a veteran salesman out of a 'rut!, June, pe 636 
How every salesman can send selling letters (describes Fremont 
Industries! "Silent Salesman Letter Kit', Auge, De 106. 

Using sales volume to evaluate salesmen, Septe pe 80. 

* How to recruit good salesmen. Lists traits to look for and do's 
and dont's of using aptitude tests, Octe, pe 70. 

No sales plan equals no sale, according to Dr. J.S. Schiff at 
workshop, Octe,y Pe 536 

Guiding and controlling a small, scattered sales force (Sugar 
Beet Products Coe), Octe, pe 786 

Making the most of inside salesmen, Octe, De 83. 


+ How to improve your sales correspondence. Gives many examples, 
Octey Pe 86. 


SAMPLING 
Direct mail sample kit draws interest of top shipbuildess for 
Nelson Stud Welding, July, De 99« 


SCHELLE BACH, BURTON 

* Fasson's follow-through campaign makes a hit for new product. 
Strategy used in introduction of product to customers and ende= 
users, NoVey Pe 92e 


SCHIFFMAN, LEON G. 
* Programmed instruction: its use in sales training, Febey pe 82. 


SCHNEIDER, W.E. 
What advertising needs. Report of talk at AIA Conference by a 
chief executive, formerly an ad manager, July, Pe 73. 


SCHOONMAKER, WARREN K. 
How to manufacture real selling anmunition. Step-by-step 
directions for writing a ‘sales guide!, Oct.e, pe 92 


SELLING, see also SAIBSMANSHIP 
How to sell successfully in international marketplace, Jane, Pe 10h. 
Mobile demonstrator sells doubtful buyers on new American Dockbridge 
loading ramp, Janey Pe 106. 
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SELLING, see also SALESMANSHIP (continued) 
Off-beat approach sells German plastic processing machine for 
company headed by a woman, June, pe 119. 
16 movie projectors sell hard for DoAll Co., a machine manu- 
facturer, July, pe 926 


SID BERNSTEIN SAYS 


We are happy to report progress in the Assne of Industrial 
Adwertisers, May, pe 133. 


SIGNALITE INC, ts 
How publicity digs out marketing information for Signalite and 
results in new advertising strategy, Mare, Pe 726 


SLOANE, HOWARD G. 
* 14 tips for saving money at trade shows, June, pe 66. 


SOUTHERN RAILWAY SYSTEM 


Promoting a new industry to create a new market for a trans- 
portation system (Southern Railway), July, pe 966 


-STANDARD REGISTER CO. 
Winning customers by losing sales. Standard Register doesn't 
really lose sales when it tells business form customers to 
reduce paperwork, Septe, De 90. 


DANIEL STARCH & STAFF, see WHICH AD ATTRACTED MORE READERS? 


STATISTICS 
New Census Bureau statistics can locate markets and determine 
size and composition. How to get this information and use it, 
Febe, Pe 77. 


STEVENS, THOMAS L. 
*% Marketing rescues new product flop for Microdot Ince, Nove, pe 786 


SUGAR BEET PRODUCTS CO. 
Guiding and controlling a small, scattered sales force (Sugar 
Beet Products Coe), Octe, pe 78 


TEACHING MACHINES 
+ Programmed instruction: its use in sales training. Lists 
companies using technique, plus a bibliography, Febs, pe 82. 


TELEPHONE SELLING 
Long-distance phone: new marketing tool, May, pe 56. 


TELEVISION 
Radio and television for industrial products? Febs, pe The 


TEXTILE INDUSTRY 
* How Whitin Machine Works merchandised a market forecast of the 
textile industry, Janey De 90. 
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TIERNEY, JAMES V., JR. 

* Where quality affects sales. Increasing emphasis on quality in 
the end product, is building pressure for higher reliability on 
the automotive industry's supplyers, Dec., pe 130. 


TOP MANAGEMENT SPEAKS 
Gerald L. Phillippe (GE) on the necessity of profit orientation 
in business, Jane, pe 86. 
Ray R. Eppert (Burroughs Corp.) on the importance of research 
and development, Febs, pe 91. 
Lammot du Pont Copeland (du Pont) on mutual interests between 
business and education, Mare, pe 202. | 
Fortune Peter Ryan (Royal McBee) on directing an integrated 
market program, Aprey De 99 
Frank Nunlist (Worthingbon Corp.) on achieving rapport between 
advertising and top management, Apre, Pe 132. 
A.C. — (Rockwell Mfg.) on improving profit performance, 
Apres Pe 138. 
Gerald Le Phillippe (GE) on the challenge the U.S. faces in the 
world market, June, pe 65. 
Wm. Pe Marsh Jr. (National Distillers) on the need for a Profit 

_ Improvement Director, Auge, Pe 67. 


TRADE ASSOCIATIONS 
Associations serving the chemical and CPI market, Mare, pe 136. 
Does it pay to be a joinerZ? May, pe 80. 
Associations serving the plastics industry, June, Pe 133. 
Too many associations? e¢ . editorial, July, p. 67. 


Associations serving the petroleum and gas market, Sept. pe 17. 
Associations serving the automotive market, Dece, Pe 138. 


TRADE SHOWS & EXHIBITS 
Industrial Shows: Jane, Pe 38; Febsy Pe 323 Mares De 343 Apris 
Pe 363 May, pe 423 Juney pe 323 July, De 36; Auge, Pe 3h; Septe, 
Pe 03 Octey pe O03 Nove, Pe 403 Deces Pe 36. 
Wwoecent giveaway at trade show worth more than face value to 
Jele Holcomb Coo, Janey Pe 930 
ABC audits a trade show. . editorial, May, pe 736 
Theatrical exhibit scores hit for NCR, May, pe 99. 

* 14 tips for saving money at trade shows, June, pe 66. 

Airborne display carries GE products to prospects, June, pe 70. 
Show audits increasing, July, pe li7. 

ANA + hears of new show audits, and of audit costs, Auge, 
Pe O. 

#* Selling papermakers on a new chemical. Airco Chemical uses 
everything from give-away gimmicks to teaser ads to trade shows 
to lanch product, Nove, pe 82. 

102,000 eager buyers swarm over the Machine Tool Show and the 
Production Engineering Show, Nove, De Se 


TRADENAMES , TRADEMARKS & TRADE CHARACTERS 
New corporate trademark gains approval of divisions, Febe, pe 10h. 
How a new company (Kalium Chemicals) made its mark. Four fules 
followed in selecting a trademark, Sept., pe 88. 
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TUCCI, E. LEE 
Seven essentials of a market research report, Auge, Pe 73. 


TYPOGRAFHY 


What about typography? Ccpy Caaee discuss trends in typo- 
graphy, Apres Pe 17. 


UNITED=-CARR FASTENER CORP, 
New corporate trademark gains approval of divisions, Feb., pe lOh. 


U.S. GOVERNMENT 
New Census Bureau statistics can locate markets and determine 


size and composition. How to get this information and use ite 
Febey De 77e 


U.S. INDUSTRIAL CHEMICALS CO. . 

* Taking the 'chances' out of product introductions. Describes 
'PERT* technique used by U.S. Industrial Chemicals, May, pe 86. 
Educating your way out of a price bind. Price-fighting slashes 
profits, but U.S.I. brings out a new plastic product and educates 
customers to make them buy, June, pe 112. 


Ultra product, precise planning wins top AIA BestSeller award, 
July, pe 80. 


U.S. Industrial Chemical redesigns shipping bags to make 
identification easy, Decey pe 86. 


U.S. STONEWARE CO. 


Facts, facts, facts triple U.S. Stoneware's sales to chemical 
engineers, Mare, Pe 115- 


VALUE ANALYSIS 
Do industrial buyers really use value analysis? Febe, pe 106. 


VAN DYCK, KENNETH 


* New products from old: short cuts to profits by redesigning 
your present products, Nove, pe 856 . 


VISUAL AIDS, see AUDIO-VISUAL AIDS, FILMS 


W-K-Me DIVISION, ACF INBUSTRIES 


W-K-M's sales meeting by mail is easy way to tell salesmen 
about new CPI product, Mare, pe 123. 


WAIVADA, ERNEST Le 


How a new company (Kalium Chemicals) made its mark. Four 
rules followed in selecting a trademark, Septe, pe 88. 


WALT ON-MARCH ov 


Promoting a unique product advantage. Walton-Mar@h promotion 


of a: new disposable plastic bag for waste containers, Feb., 
pe 108, 


WAREHOUSES 


Paintings in ads and sales aids sell new warehouse facilities 
for Edgcomb Steel, Sept., pe 78 
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WARNER, BICKING & FENWICK 
Agency's 23<ft. mousetrap and other promotions snare six 
chemical accounts in five weeks, Mare, Pe 118. 


WARRANTIES 
Match a competitive sales point or go your own way, Apres De 3le 


WASHINGTON REPORT 
Janey De 613 Febey po 613 Mare, Pe 533 Apres Peo 653 May, pe 653 
June, pe 513 July, pe 573 Augey De 553 Septey De 693 Octe, Pe 653 
Nove, Pe 693 Decey De 59 . 


WEBSTER, FREDERICK E., JR. 
How the U.S. defemse market thinks and buys. Silver medal winner 
of IM Market Research Competition indicates need of 2 better 
understanding of value of marketing, Augey De 92¢ 


WEST VIRGINIA PULP & PAPER CO, 
H&D Division winner of AIA BestSeller Honor award, July, pe 8h. 


WESTINGHOUSE ELECTRIC CORP. 
Toy truck. delivers new market among building owners for 
Westinghouse Electric air conditioning, Septe, De 93-6 


WEYERHAEUSER CO, 
New Weyerhaeuser program provides assistance to architects, 
Septe, Pe 95 


WHICH AD ATTRACTED MORE READERS? 
Photos , iy copy vSe conventional layout (Tretolite and Calgon), 
JMey De U36 
Human interest vs. product picture (Byron Jackson and Peerless 
Pump), Febe, pe il. 
Photo, color vs. line drawings (Seco and Sani-Stack), Mare, Pe 37 
‘Medical? appeal vs. problem=solver (National Steel and Armco), 
Apres De hile : 
Piston ring vs. carrier pigeon (Ramco and Muskegon), May, pe h9e 
Product implied vs. displayed (Crane Co. and Parker-Hannfin), 
June, Pe 356 
Catalog style vs. reverse print (Federal Mogul and Detroit 
Aluminum & Brass), July, pe 39. 
Bold and new vs. understatement (American Tool Works and Senaca 
Falls Machinery), Augey Pe 37e 
White space vs. White-on-black (Lone Star Cement and Halliburton 
Cement), Septe, De Ie 
Newsletter vs. conventional ad (Bowen Engineering and Kemp Mfge 
Cos), Octey Pe Ube 
Clean layout vs. clutter (Quaker State Oil and Kendall Refining), 
NOVey De Se 
origi vs. information (Du Pont and Milchem Aquaness), Dece, 
Pe 36 ‘ 


WHITIN MACHINE WORKS 
* How Whitin merchandised a market forecast of the textile indus- 
try, Janey De 90. 
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WINDAHL, JOHN J. 


Eight practical tools for ad managers involved in budget 
administration. 


WITTNAM, CHARLES 
Educating your way out of a price bind, Price-fighting 
slashes profits, but U.S.I. brings out a new plastic 
product and educates customers to make them buy, June, pe 112. 


WOLKENHEIM, S.E. 


Be wise: centralize is agency man's.advice for mlti-division 
companies, July, pe 79. 


WOMEN 


Off-beat approach sells German plastic processing machine for 
company headed by a woman, June, De 119. 
é 


WORTHINGTON CORP. 


Product literature design strengbhens Worthington's company 
image, Mare, Pe 756 


WYANDOTTE CHEMICALS CORP. 
Win AIA BestSeller Honor award, July, pe 86. 


YALE & TOWNE INC. 


Teaching your salesman why your product is better. How Yale 
and Towne does it, Mare, pe 6h. 


ZIP CODE 


Mailers fire at postal officials for Zip Code rulings at DMAA 
circulation seminar, Apre, Pe 171. 





AIA NEWSLETTER 


JANUARY 


Regional planners cover wide agenda in all-day session, p. 117. 
ATA survey finds advertisers use agencies for marketing services, 
pe 117. . 

'65 Conference wheels rolling, pe ll7. | 

What is AIA and what doeB it mean to me? (Geos Me Robertson), 
Pe 118. 

Learn to make advertising accountable or lose the business, 
Britton tells IMD, p. 118. 

New rules and ratings for AIA achievement award considered, 

Pe 122. 

Members find HQ research service helpful, pe 122. 

Oldham, Heckman appointed to BestSeller Committee, pe 123. 

AIA ads to management series highlighted in business press, 

Pe 123. 

IARI elects new officers, pe 123-6 

Chapter program evaluation forms needed, pe 123. 

AIA's ad content committee publicized, pe 12h. 


FEBRUARY 

ATA board sets up permanent media comparability committee, 

pe 121. 

AIA board votes on major projects; gets report on membership 
gains, pe 121. 

BestSeller group sets timetable, pe 122. 

Cummins: trade show audits a boon to exhibitors and show managers, 


Pe 123. 

Regional planning meetings set, pe 12h. 

a continue to seek help from HQ answer-finding service, 
pe 12h. 

Boston Chapter prnject has long-range goals, pe 12h. 
Babcock outlines plans and aims of new ABP, pe 126.6 
Mid-America Conference to be held March 5, pe 126. 
Officers hit road for ATA, pe 127. 

'65 industrial ad budgets up according to HQ surveys 
30% to go to business papers, De 127. 

Southwest plans first regional meeting, pe 128. 


MARCH 

a roundtables included in annual conference program, 
Pe 151. 

AIA survey, seminar examine causes of January ad page jump, 

Pe 151. 

ARF conference quotes, pe 153. 

New Eastern New EnglandChapter exhibit promotes AIA, pe 153. 
ATA gag and Detroit seminars to cover broad marketing areas, 
Pe 15 e 

BestSeller competition underway, pe 15h. 


Pittsburgh Chapter chart shows prospective members why they 
should join AIA, pe 156. 


W.Cameron Caswell discusses new industrial buyer at Eastern 
New England Chapter meeting, pe 157. 
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ATA NEWSLETTER 


cH (continued) 
Wardell outlines research project to establish and attain ad 
goals at Maryland Chapter meeting, pe 157. 


APRIL 

Hayes named to AIA Committee on Media Comparability, pe 155. 

. a pros" to spark sessions at AIA 3rd annual conference, 
Pe 155. 

BestSeller judges announced, pe 155 

ATA — Achievement awards revamped to cover five areas, 

Pe 156. 

a hears top industrial ad men at lst regional conference, 
Pe 157. 

Parker outlines ad manager's role at Chicago Mid-America conference, 
Pe 158. 

Bucyrus<Erie wins top Milwaukee chapter award, pe 158. 

Buying function to be discussed at Pittsburgh Chapter all-day 
conference, pe 160. 

Pittsburgh Chapter's Red Carpet Day for students and professors 
a sellout, pe 161. 

Southern California Chapter honors ad winner, Pe 162. 


MAY 

Media Comparability Committee to study needs of agencies, pe 13. 
Annual AIA conference program set; emphasis is on ideas, infor- 
mation, pe 143. 

a breakfast to be revived at annual AIA conference, 
Pe ° 

AIA converts to data processing for membership records, pe 156 
Four AIA regions (1, 3, 5 and 7) elect vice-presidents, pe 146. 
AlIAers and university seniors discuss ad opportunities during 
Inside Advertising/Marketing Week in NeY eo, Pe 18. 

200 from region attend seminar at Babson Institute, pe 148. 
Quotes from ABP seminar on "Measuring Audiences of Specialized 
Business Publications," pe 19. 

Albany Chapter changes name to Hudson Valley Chapter, pe 19. 
Sullivan receives New Jersey Chapter Industrialist-of=the-Year 
award, De 150. 


JUNE 

Program for AIA 3rd amual conference, June 27-30, at the Palmer 
House, Chicago, pe 11. 

IARI Forum proceedings available, pe 12. 

AIA's ad campaign to management available in booklet form, pe 113. 
——— Committee announces 1965-1966 slate of officers, 

Pe e 

Report of Pittsburgh Chapter's seminar on buying function, pe 15. 
AIA survey and seminar examine industrial ad man's future, pe 16. 
Fenestra Ince wins Buffalo Ghapter award, peell7. 

AIA Chapter Achievement entries judged, pe 147. 

Region #3 conducts one-day professional school of industrial advere- 
tising and marketing, pe 148, 
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JULY 

Give-and-take sessions mark AIA 3rd annual conference 3 
President Robertson unveils new plans, pel23. 

Joint AIA-ABP study of management's attitude toward advertising 
proposed, pel25. 

Hartley tells shy marketing research falls down on job «. AI& 
conference talk, pe 126. 

How Dow Corning and U.S. Ste@l use ad readership reports .o. 
ATA conference talks, pe 126, 

Whit Hobbs tells industrial admen to stop being deliberately 
dull, at AIA conference, pe 127. 

Focus on goals and media, pr workshop urges, pe 127. 
Marketing men can move up to management, AIA keynoter, R.S. 
Ingersoll says, pe 128. 

Pro and con on audits for trade shows; against 1, pe 128. 
Cleveland Chapter wins top Chapter Achievement award, pe 128. 
Panelists tell problems of international marketing at ATA 
conference, pe 129. 

Announce date and place of lth annual AIA Conference, pe 129. 


AUGUST 

Oriaska elected Region #2 vepe, De 117. 

AIA membership renewals high, pe 117. 

ATA Conference hears report on Media Comparability Committee, 
pe 117. 

Chapters elect 1965-66 officers, pe 118. 

Youngstown Chapter presents ad awards, pe 119. 

ANA issues report on business films, pe 119. 

ATA to move to new headquarters on Septe le New address is 
Tal Ee hand Street, NeYeo, Pe 119. 

Region #5 to hold 2nd annual Fall Conference in LeAey Pe 120. 
AIA Executive Committee for 1965-66, pe 122. 

AIA Conference quotes, pe 122. 

Colorado Chapter announces award winners, Pe 12h. 


SEPTEMBER 

KYAers get first chance to enroll in American Management Assn's 
new industrial ad course, pe 161. 

Attendees wax enthusiastic over 3rd annual conference program, 
Pe 162. 

Maryland Chapter's new officers, pe 162. 

New amendments to AIA by-laws spell out member obligation, pe 162. 
New booklet detailing services to AIA membership due, pe 16h. 
Library of Industrial Advertising moves to N.Y. AI& headquarters, 
Pe 16). 

AIA guides offer major help in chapter program planning, Pe 16h. 


OCTOBER 

KIK Media Comparability Committee study, p. 136. 

Curriculum is outlined for AMA industrial ad management course, 
Pe 1376 

New McGraw-Hill subject heading list available to AIA members for 
setting up marketing file, pe 138. 
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OCTOBER (continued) 

a Chapter celebrates winning of Chapter Achievement award, 
Pe 138. 

ATA seven regions hold individual planning meetings, pe 138. 

ANA _— Verified-Show Attendance Analyses report available, 
Pe 138. 

"Lively new look" for Southern California Chapter, pe 140, 

1 Mail Committee plans advisory service and publications, 

De 0. 


NOVEMBER 

Industrial ad pros on the faculty for AMA's ad management course, 
Pe 139. 

Headquarters information service busy; members acclaim its help- 
fulness, Pe 139. 

ATA Executive Committee acts on Canadian ad law, pe 139. 

Vance Packard tempers ad criticism in talk before Cleveland 
Chapter, pe 10. 

Report of AIA President, George N. Robertson, pe ll. 

Orlaska heads AIA Advertising Content Committee, p. ll. 

U.S. Steel's Hoffman says industrial advertising needs more 
innovation in talk before Chicago Chapter, pe 12. 

Five chapters use headquarters member prospects service, p. 12 
Jordan tells Boston AIA what industrial admen can learn from 
consumer ads, pe lh. 

All chapters have equal chance for AIA Silver Bell in '66, p. lbh. 
Members-ateLarge will form nucleus of new chapters in several 
areas, pe 145. 

New Dictionary of Occupational Titles to be released soon by 
Depte of Labor , Pe 145~ 

Photographs of AIA headquarters staff, pe 16. 


DECEMBER 
More interest, more chapters as two areas hold meetings, pe 1h3. 
a course to probe all areas in effective ad decisions, 
De 36 
166 Conference target: fresh ideas from government, industry and 
advertising, pe 13. 
AIA member benefits discussed by speakers at Buffalo Chapter 
meeting, De hh. 
AIR West Coast regional conference probes problems via talks and 
workshops, pe 1L5. 
West German member-at~-large cites many benefits of his AIA member- 
ship, Pe 146. 
AIA sub-committee to provide more accurate media data, pe 16. 
Quotes from IARI's forum on Advertising Research on a Limited 
Budget, pe 148. 
AIAts Media Data Form undergoing revision, pe 1h9 
Southern California Chapter's "Adview '66" a rogring success, 

e 150. 
ANA issues "Bibliography of Business Paper Literature and Films," and 
"Business Publication Circulation and Rate Trends, 1946-6),", pe 150. 
International Advertising Assn. publishes ad figures for 3 countries, 
Pe 150 
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